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Che feed Bag 


GOOD NEWS 
@ All feed, flour, seed and 


grain dealers in the Central 
Northwest are invited to 
meet at Milwaukee, Tues- 
day, June 22. 


q The purpose of the meet- 
ing is toform a permanent 
association, membership in 
which will be restricted to 
bonafide retailers. 


gq The call to the meeting is 
sponsored by The Feed Bag 
and endorsed by a dealers’ 
Committee of Thirty. 


@ You are needed at this 
meeting. Write, now, and 
tell us you are coming. 
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& Service 


Quality 


FLOUR — Mixed Cars Our Specialty — FEED 


100% Pure 


Mr. Dealer: 


BEFORE you place your order for Scratch 
Feed, Developer, Baby Chick Feed or Egg 
Mash--get our prices--we can save you money. 


WRITE FOR SAMPLES 


FLOUR — Mixed Cars Our Specialty — FEED 


eno 


JIIAIIS 


—for your Consideration 


Your personal endorsement of GOOD Products means much 
to your success. 


Why not capitalize your life on this earth, and increase, not 
only your popularity, but your prosperity by selling your 
friends and enemies— 


WHITE SWAN FLOUR and Superfine 
Mill Feeds. 


You will win. 


F. A. RUENITZ, Presipenrt, 


SPRINGFIELD, MINNESOTA 


You can MAKE MONEY Selling 


Malt Sprouts 


(CHEAPER THAN BRAN—Malt Sprouts are 

cheaper than bran and easier to sell because 
of their high protein content which permits their 
use to balance the ration in mixtures with ground 
oats, corn, etc. When you buy Malt Sprouts you 
are taking advantage of the greatest value 
offered in the feed market today. 


ORE PROTEIN FOR LESS MONEY—Each 

sack of Malt Sprouts is guaranteed to con- 

tain at least 20% Protein. The average analysis 

reveals that Malt Sprouts actually contain 

from 24 to 26% Protein or 10% more than bran. 

At this moment Malt Sprouts are selling $3.00 to 
$4.00 per ton cheaper than bran. 


XCELLENT FEED—Malt Sprouts are uni- 
versally recognized as an excellent feed. They 
possess Diastatic Power which enables them to 
act as a converting agent on other feeds they are 
mixed with which makes the entire ration 100% 
Digestible and results in healthier cattle. Malt 
Sprouts increase milk production when fed reg- 
ularly to cows. They are excellent either in mix- 
tures or by themselves. 


IXED CARS OUR SPECIALTY—We can 

offer Malt Sprouts in split cars with corn, 
oats, barley or poultry wheat—either prompt or 
deferred shipment. We guarantee offerings the 
year around at feed prices. 


BUY DIRECT FROM THE MANUFACTURER 
SAVE JOBBERS’ PROFITS. 


FROEDTERT GRAIN & MALTING Co. 


SHIPPERS OF CORN, OATS, BARLEY and POULTRY WHEAT 
MILWAUKEE, WISCONSIN 


WRITE FOR QUOTATIONS Operating Malt Houses & Elevators 
Long Distance Telephone Broadway 5600 at RED WING, WINONA, MILWAUKEE 
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Woodworth 
Company 


MINNEAPOLIS 


MAKE A 
SPECIALTY 
OF 


Mixed 
Cars 


and 


Prompt 
Shipment 


ASK FOR 
QUOTATIONS 


ON 


Standard Bran 
Pure Bran 
Standard Midds 
Flour Midds 
Second Clear 


Flour 


Red Dog 
34% Oil Meal 


BUY THE BEST 


ARCADY DAIRY FEED 


16% Protein 
“The Old Reliable 16% Feed” 


AND 


Full Line Arcady Wonder Feeds 


MADE BY 


ARCADY FARMS MILLING COMPANY | 
CHICAGO, ILL. 


SOLD BY ALL GOOD DEALERS 


It’s THE COD LIVER OIL 


(in the mash) 


THAT MAKES ’EM GROW 


ALES Chick Starter Mash is a money-maker for all 
dealers who handle it, because it satisfies their cus- 
tomers and is a big repeater. 


It’s Hales Chick Starter Mash season now and if you want 
your share of the profits to be made handling Hales Mash 
write at once for dealers proposition, prices and samples. 


Hales Chick Starter Mash contains Cod Liver Oil, the sun- 
light food. Cod Liver Oil supplies Vitamines A and D, 
which every poultry man knows 
are necessary for early developement 


3 . and greater resistance to the com- 
\ mon diseases. 


FIRST AVENUE VIADUCT AND LAKE ST. 
Phone 
Hanover 973 


MILWAUKEE 


HALES MILLING Co. 
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Volume Two 


_March, 1926 


Number Three 


Does Uncle Sam Hurt Our Business? 


Expert Answers “Yes”! 


World’s Best Known Grain Market Analyst Explains Weak Markets 
Profit Seeking Traders Needed To Maintain Prices, He Declares 


By Arthur W. Cutten 


OVERNMENT interference has 

& demoralized the grain markets. 

Misunderstanding of the func- 

tion that speculation performs has led 

to a series of rulings which, instead 

of helping matters for the farmer, 
makes them worse. 

Every one with a practical knowl- 
edge of speculation knows that the 
outsider is always a buyer in every 
speculative market. In the stock 
market, the cotton market, the grain 
markets, the real estate market, all. 
markets, the public buys seeking to 
make a profit. 

Politics Is Blamed 

Strangely enough, however, politi- 
cians in their hunt for farmer votes 
continually attack the markets, 
which are the very places where the 
farmer must sell his surplus when 
he has one. The result is that the 
portion of the public which buys for 
higher prices is frightened out of 
the market, and support to take care 
of the hedging done by elevator in- 
terests against actual grain bought 
from farmers becomes insufficient to 
sustain prices. 

Take my own case, for example. 

I think that corn is a wonderful 
purchase. I do not believe that there 
is any such enormous surplus in the 
country but that before this year is 
over the increase in the number of 
hogs will make what corn is left over 
look little enough. 

The Corn Situation 

I bought corn. A new ruling is is- 
sued that any one who _ purchases 
more than half a million bushels of 
corn must make a report to the gov- 
ernment. That is enough to put me 


out of the corn market. I am no dif- 
ferent from most men who do not 
care to have a lot of politicians in- 
specting their private business. 
What has happened to me undoubt- 


CORN 

Arthur W. Cutten tells why he 
bought corn and also why he sub- 
sequently sold it despite the fact 
he thinks corn “a wonderful pur- 
chase.” “A new ruling is issued 
that any one who purchases more 
than half a million bushels of 
corn must make a report to the 
government. That is enough to 
put me out of the corn market.” 
Don’t fail to read this interesting 
article reprinted by special per- 
mission of Thomas Temple 
Hoyne, editor, From Farm To 
Market Page of the Chicago 
Herald and Examiner. 


edly has happened to others who be- 
lieve the farmer should get higher 
prices for his grains.” They pur- 
chased grain with that belief, but 
some new government ruling lays 
their business open to the inspec- 
tion of a group of individuals. They 
get disgusted with the methods by 
which the market is hampered and 
get out of it. 
Market Loses Support 

Thereby the market loses that much 
support. 

The continued interference with 
grain trading in this country is driv- 
ing the business out of the United 
States altogether up to Winnipeg. 
The market there is rapidly becoming 
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the dominant grain market of North 
America. 

Interference with our market seems 
to me to be a short-sighted policy, 
because the trade that has been in the 
habit of buying grains here can trans- 
act business at Winnipeg just as 
easily, and eventually the Canadian 
market will get the great bulk of the 
buying which for years ‘has been the 
chief sustaining influence under prices 
in this country. 

Control Held Impossible 

Government experts seem to think 
that there is some way by which 
they can make the market do what 
they want it to do through establish- 
ing rulings and disseminating re- 
ports. That is a fallacious theory. 
Its fallacy has been proved over and 
over again. 

If it were possible to do that there 
would be no difficulty in making for- 
tunes in the grain market. The ex- 
perience of trading, however, is that 
few things are more difficult. 

I have always found that with the 
grain I raise on my own farm I must 
find a buyer if I want to sell it. The 
man who pays for anything is moved 
by no sentiment, and all the talk in 
the world will not make anybody en- 
ter into what scems to him to be a 
bad bargain. 

When the public buys grain the 
farmer gets the benefit of those pur- 
chases in higher prices, but the pub- 
lic does not buy grain to help the 
farmer. It buys grain because it 
thinks that it can make money. 

The farmer benefits by that buying, 
nevertheless. 

When the market in which the 
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public has been accustomed to buy 
is repeatedly interfered with by re- 
strictions and rulings the public gets 
disgusted with it and will not have 


anything to do with it. Prospective 
buyers get afraid that if they buy 
wheat or corn some new ruling may 
suddenly be issued that will lead to a 
general selling out of holdings, break 
the price and cause the buyer to take 
a loss instead of securing the profit 
he expected. 

The most woeful thing in all the 
political clamor about helping the 
farmer is the lack of knowledge on 
the part of politicians of the market, 
which is an evolutionary development 


for that very purpose, but which of-. 


fice seekers constantly attack un- 
wisely. 

EDWIN SCHUETTE and Charles 
Gruhl are proprietors of the Oriental 
Milling Co., Manitowoc, Wis. The 
milling company established 
about 58 years ago by the late John 
Schuette, father of Edwin, and has 
been in operation ever since. The 
Oriental Milling Co. operates a gen- 
eral flour and feed store and a grist 
mill, It is the only flour mill remain- 
ing in a city where flour-milling was 
once an important industry. 


OSBORNE GOODRICH of the 
William O. Goodrich Co., Milwaukee, 
has returned from a prolonged hunt- 
ing trip through British Columbia. He 
doesn’t go to Secret Lodge or with 
gold bullets either. We know you are 
going to be interested in the hunting 
story (fully illustrated) we are going 
to offer you and in the mean time, if 
you know any good ones, must be 
true, let us have them. 


GEORGE JURS, manager of the 
Plymouth (Wis.) Equity and Supply 
Co., is one of the most congenial and 
successful managers in our territory, 
does a thriving business, and is busy 
and alert to the needs of his cus- 
tomers. He has made a host of 
friends. 

L. A. WILLIAMS of Chapin & 
Co., Chicago, was one of the feed 
pedlers present at the lumbermen’s 
convention, He says there were so 
many lumber and building supply or- 
der-takers present that he felt in a 
class by himself. 


JOHN REID, vice-president of the 
Corona Mills Co. of East St. Louis, 
Mo., has announced that his company 
will soon start the erection of a $150,- 
000 warehouse and office building at 
Cedar Rapids, Iowa. The company 
now has a large mill in Cedar Rapids. 
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Fennimore Farmers’ Company 
Builds Big Business 


Much Credit for Success Due Manager Parker 
Investment Turned Over Six Times Last Year 


OING a business of over 
D $145,000.00 on a $25,000.00 in- 
vestment, and declaring a 20 
per cent dividend for the past year 
might be taken as a standard of 


measurement for the success of the 


Fennimore (Wis.) Farmers’ Ware- 
house Company. Eighty-two share- 
holders reaped the benefit of the 
year’s profit. 

Remarkable progress of this co- 
operative since its establishment in 
March, 1921, is due to both a favor- 
able location in a good trade area 
and to efficient management of F. E. 
Parker. The venture has been a suc- 
cess from the start. In one year a 
15 per cent and in another year a 20 
per cent cash dividend was taken, in 
addition to making a _ considerable 
financial outlay for necessary _ pur- 
poses. A year ago members took out 
a 50 per cent stock dividend. 

The dividends have not been made 
through speculation or profiteering 


in any form. The company operates 
on sound business practices, buying 
and selling in quantities so that small 
margins of profit net large returns. 
The total investment was turned over 
practically six times last year. This, 
figured at slightly less than 3% per 
cent, is what determined the 20 per 
cent dividend for last year. 

Shareholders voted at the annual 
meeting this year to increase the cap- 
ital stock to $40,000.00 in order to 
make improvements and additions to 
take care of the volume of business. 

Two years ago the company pur- 
chased the Reisic mill, employing a 
full operator with additional help in 
the busy seasons, for the purpose of 
grinding home-grown feeds. The mill 
has proved a paying proposition and 
a good investment. 

Every year the company sponsors 
a picnic for its patrons and friends, 
with their families, furnishing all the 
coffee and ice cream that can be con- 
sumed. This promotes a spirit of 
good fellowship and serves as an ex- 
cellent advertising medium. 

Realizing that the success of the 
company depended in no small way 
upon its employees, the directors 
voted a substantial increase of salaries 
for the manager, the mill operator, 
and their helpers. 


Fond du Lac Feed Store 


Has Pioneer Phone 


The Henry feed and seed store on 
Main street, Fond du Lac, Wis., 
claims to have the first telephone in 
the Fox River Valley and perhaps in 
the entire state. The firm has had 
the same telephone number which is 
“one-five” for forty-eight years ac- 
cording to the Henry brothers, 
George A. and Clarence W., owners 
of the store since 1860. 

All records of Fond du Lac’s first 
telepione company, established by the 
late Hartwell Lange in 1877 or 1878, 
have been lost, but it has been estab- 


lished that when the exchange was 


opened, there were either 15 or 16 
subscribers, and that one of these 
original subscribers was Thomas S. 
Henty, who died in 1880, to be suc- 
ceeded in business by his two sons, 
the present owners. 
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The operator at the first Fond du 
Lac exchange, the Henry brothers 
recall, was forced to walk back and 
forth before a huge and cumbersome 
apparatus, carrying a sheaf of con- 
necting wires under one arm, and in 
her hand a cup-like receiver that also 
served as transmitter, so that on re- 
ceiving a call she said “hello” into it, 
then held it to her ear to receive 
the reply and request for a number. 


B. O. WIGGINS AND SON, flour 
and feed dealers at Crosby, Minneso- 
ta, will erect a new warehouse. 


OTTO HASS has purchased the 


A. C. Cool feed mill at Farmington, 
Minn. 


LARGE FIRE LOSS 
The Western Flour Mills at 803 
East River street, Davenport, Iowa, 
were recently destroyed by fire with 
an estimated loss of $100,000. 
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Big Lumber Convention Proves 
Value Of Organization 


Hawley W. Wilbur, West Allis Feed Dealer, Elected President 
Harry Colman Delivers Address; Don S. Montgomery Is Praised 


By David K. Steenbergh 


PPROXIMATELY 400 feed 
A dealers were included among 
the some 1,500 members and 
guests present at the 36th annual con- 
vention of the Wisconsin Retail Lum- 
bermen’s Association which was held 
at the Hotel 
Pfister, Milwaukee, 
Feb. 16-18, and all 
of these learned a 
never-to-be-forgot- 
ten practical lesson 
in results that ac- 
tually can be 
achieved through 
organization. 
All Credit to Don 
The big conven- 
tion was a home- 
coming, a_ buyers’ 
fair, a focus of in- 
numerable reunions of old friends and 
a social event as well as a valuable 
business conference. The three days 
were chock full of interesting and in- 
structive talks and discussions which 
were all well-attended and in the in- 
tervals between sessions ample enter- 
tainment was arranged and available 


B. L. JONES 
Delavan, Wis. 


for the lumbermen, their ladies and 


guests. 

Full credit for the smooth operation 
of the big meeting was due and cheer- 
fully given to the association’s genial 
and popular secretary, Don S. Mont- 
gomery. Don’s diplomacy permeated 
every detail of the convention and yet 
the perfect harmony that prevailed 
and the active dealer participation 
and interest revealed that the conven- 
tion, as the association, was success- 
ful because of the co-operation of 
many rather than the dictation of one 
or a few. 

Feed Dealer President 

In the closing session of the con- 
vention the association elected a feed 
dealer-lumberman, Hawley W. Wil- 
bur, of the Wilbur Lumber Co., which 
has headquarters at West Allis, Wis., 
and operates a line of feed and lumber 
stations, as president. Other officers 
include: J. H. Brannum, Racine, vice- 
president; E. E. Pantzer, Sheboygan, 
and W. G. Miller, Cumberland, new 
directors. Mr. Montgomery continued 
as secretary. 


The feed dealer-lumbermen were all 
among those who actively participated 
in the program of events. Many took 
part in the discussions which were 
held following the various scheduled 
addresses and all paid interested at- 
tention to each number on the vari- 
ous session programs. The fact that 
all the feed dealers were so closely 
interested in the convention sessions 
was a handicap to the editor of The 
Feed Bag and The Feed Bag photog- 
rapher. We found it difficult to get 
the feed dealers to give up their seats 
at the meetings even long enough to 
pose for a picture. Consequently we 
had to waylay individual dealers be- 
tween sessions and the pictures here- 
with are the result of our “attacks.” 


The Struggle for Volume 
“The pertinent question which 
should be asked of any dealer is not 
‘How much business did you do last 
year, but rather ‘What profit did you 
earn on your investment?’ Mr. Mont- 


gomery explained in a discussion of © 


merchandising problems which he in- 
cluded in the secretary’s report. The 


N. J. HUCK of the Zenda (Wis.) Lumber 
Co. (left) and E. E. PIKE of the Riverside 
Supply Co., Ontonagon, Mich. 
facts he developed are just as true of 
feed as of lumber dealers. 


“General merchandising problems, 
or what might be termed more cor- 
rectly ‘competitive conditions’ among 
the majority of dealers, can best be 
described as a fierce and determined 
combat for volume. A certain num- 
ber of dealers, much in the minority, 
are ceasing to concern themselves 
about volume and are concentrating 
on profit. The pertinent question 
which should be asked of any dealer 
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is not ‘How much business did you 
do last year,’ but rather ‘What profit 
did you earn on your investment.’ 


Forced Sales Scored 


EMANUEL LAYER of the Necedah Lumber 
Co., Adams, Wis. (left) and WILLIAM R. 
HIRT of Deerbrook, Wis. 


“Merchandising problems betweer 
the dealer and the manufacturer re- 
flect somewhat the same situation in 
the attitude of the manufacturer, who 
is seeking volume. This is the prob- 
lem of forced sales by the manufac- 
turer, particularly of building special- 
ties, to solicit the consumer direct in 
the effort to obtain distribution for 
their product in any given communi- 
ty. When the salesmen have pro- 
cured enough orders to make up part 
of a carload they take these to some 
local dealer and try to force a carload 
order from him, although he may al- 
ready be handling another brand of 
the same material. To aggravate this 
situation still more, the price and the 
terms of sale are made by the sales- 
man, not by the dealer. 

“In some cases these intensive sol- 
iciting methods undersell business 
which the local dealers already have 
on their books as sold. When tactics 
such as these disturb the business the 
dealer already has booked, it is plain- 
ly a case of bad business ethics which 
has nothing to do with restraint of 
trade, and any dealer it would seem is 
justified in strenuously resenting that 
sort of thing.” 

Harry Colman Featured 

Harry J. Colman, contributing edi- 
tor to The Feed Bag and member of 
the executive staff of Wolf & Co., 
Chicago, who is well-known to all 
readers of The Feed Bag through his 
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sound business articles which have 
been a regular feature in this publica- 
tion, delivered what was perhaps the 
most interesting and helpful conven- 
tion address. 


The American Lumberman reported 


as follows: “Harry J. Colman, of 
Wolf & Co., Chicago, then delivered 


O. J. MELCHER of Wautoma, Wis. (left) 
and A. E. MELCHER of Wild Rose, Wis. 


his famous address upon the disclos- 
ures of cost accounting surveys in five 
different places. In his tremendously 
dynamic way Mr. Colman took the 
dry field of figures and made it the 
basis of a blazing indictment of ig- 
norant dealing. He .added enough 
s6und gospel of retailing to furnish 
forth an entire retail convention; and 
as usual he held the closest of atten- 
tion and made a profound impres- 
sion.” 


Should Seek 15% Return 


“Leading economists have publicly 
stated,” Mr. Colman said in part, “that 
a retail establishment should plan 
their operations so as to earn at least 
15% upon their investment. If these 
authorities are correct and we apply 
their estimate to the average retail 
lumber concern, it would mean that 
the dealer should average about 10% 
net on his sales in order to accom- 
plish his return on his investment. 

“In reviewing the returns of 100 
yards, we found 22 who earned 15% 
or better on their investment; 18 
yards earned from 10% to 15%; 26 
yards earned from 6% to 10%, and 34 
yards showed a record of earning less 
than 6%. In one community the aver- 
age return was 3.8%. 

Competitive Business Costly 

“We meet many retailers every- 
where whose chief concern is what 
their competitors are doing. They 
pay more attention to the other fel- 
low’s business than they do to their 
own. 

“As far as we can determine the 
amount of actual competitive business 
in the average retail yard varies from 
20% to 334%. We have every reason 
to base our opinion that most of this 
business is conducted at a loss, or, at 
least, a very small margin of profit. 
The average dealer loses money on 
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It’s Don. 


It’s Don. 


And smile . . 


It’s Don. 


Our Don. 


association, 


“Our Don” 


Who is the guy that’s big and bald, 
That Badger lumbermen want called 
When business gets a trifle stalled? 


Who is that smiling diplomat, 
With so much stuff beneath his hat, 
And happy as the Great Black Cat? 


Who is this wizard up to date, 
Who makes us all forget our hate, 
. and then co-operate? 


Who is our walking lexicon; 
Our secretarial paragon; 
The best old kid the stin shines on? 


retailers’ association is included in the tribute to Don S. Mont- 
gomery, secretary of the Wisconsin Retail Lumbermens’ Asso- 
ciation, reprinted herewith from the Mississippi Valley Lumberman, 
which was written by Ralph E: Nuzum, a prominent member of the 


retire a testimonial of the value of an efficiently managed 


his competitive business which is us- 
ually purchased by a shopping and, to 
a large extent, shifting trade. 
Sell Quality and Service 

“The real backbone of every retail 
establishment is the satisfied regular 
customer who has been retained by 
the dealer upon the basis of QUAL- 
ITY and SERVICE only. This 60% 
to 80% non-competitive portion of the 


business is usually transacted upon an 


entirely different basis than the com- 
petitive business. This will answer 
many dealers questions to us as to 
‘Why doesn’t Jones go broke?’ Jones 
does not sell everything at the price 
you heard he did from someone who 
benefited by giving you the informa- 
tion about Jones.” 


MILWAUKEE BOWLING 
PARTY 

Members of the Milwaukee Cham- 
ber of Commerce held a_ bowling 
party on Thursday evening, Feb. 11. 
Arrangements for the party were 
made by Al. Taylor of the Armour 
Grain Co. and Frank Phelan, local 
operator. Luncheon and refreshments 
were served and all ot the thirty men 
who attended declare the party one of 
the dest held since the war. Sy. 
Malloy of the Donahue-Stratton Co. 
bowled the highest score and Bill 
Young, manager of Jackson Bros. 
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Milwaukee office, made 63, which he 
declared was “just his age.” Matt 
Kleser of the Wallace M_ Bell Co. 
entertained at the piano and Herman 
Franke, founder of the Franke Grain 
Co. and one of the pioneer feed job- 
bers in the local market, lead the 
chorus singing. 
SEED LABEL RULING 

The Wisconsin department of agri- 
culture has issued an order regulating 
labeling of legume seed packages. The 
order defines “germinated” seeds, 
“hard” seeds and declares that “lots 
of legume ‘seeds, containing ‘hard’ 
seeds shall, until further notice, be 
labeled with the actual germinatjon, 
the percentage of ‘hard’ seeds and 
the total of live seeds.” 

CHAS. WARNKE of Warnke 
Bros., Pardeeville, Wis., reports busi- 
ness is picking up although there. is 
still a raft of home grown feed in his 
territory. 


WILLARD HUSON of the Martin 
Calf Feed Co., Mineral Point, Wis., 
reports that his business is consider- 
ably better than it was last year at 
this time. Mr. Huson says dealers 
are taking very kindly to Martin’s 
Calf Feed which has been on the mar- 
ket for 25 years and is still going 
strong. 
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IMPORTANT The most important single article ever 
NEWS published in The Feed Bag to date is the 

announcement of a general meeting of all 
feed dealers of the Central Northwest to be held at Mil- 


waukee, Tuesday, June 22, on pages 14 and 15 of this 
issue. 


We have all wanted an organization and that dormant 
desire, backed by The Feed Bag’s timely agitation, has 
given rise to the present call, sponsored by The Feed 
Bag and endorsed by a dealers’ Committee of Thirty. The 
goal, which we announced was in sight last month, should 
shortly be reached. 


Much still remains to be accomplished. The organiza- 
tion of a truly worthwhile association is no little task and 
if it is to be done in one day we must all be at hand giving 
interested attention to the other fellow and thought to the 
matter ourselves. The biggest help we can give this or- 
ganization, which we desire and need, right now is to 
determine to be in attendance at Milwaukee on June 22 
ourselves and then to boost the meeting to all other feed 
dealers we meet. 


We'll see you soon. The date of the meeting is less 
than four months away. In the meatime, watch The Feed 
Bag for further details and don’t forget to mail us the 
$5.00 check covering your first year’s dues. 


MIXED CAR Donations of ton and half-ton lots of flour 
FREE and feed sufficient to fill a mixed car have 

practically been assured and The Feed 
Bag is happy to announce that the car will be given 
away, absolutely free, to some one member of the asso- 
ciation, 


We realize that practically all progressive dealers would 
be glad to identify themselves with the association, car 
or no car, but the giving of the car gives the jobbers and 
mills, who are being excluded from membership in the 
association, a chance to show their interest and good 
wishes. At the same time, the chance of getting the car 
of feed has proven very attractive to many dealers and 
should give great impetus to the first meeting. 

“Suppose we have 400 members by the first meeting, 
and that is more than we should expect,” one dealer wrote 
to tell us, “each one of us will have 1/400 of a chance to 
win the free car. We've all bet against heavier odds, and 
in this case we can’t lose. Membership in any organiza- 
tion which The Feed Bag sponsors should easily be worth 
$5.00 a year and the chance at the car is given away free 
to each member.” 

Mail your $5.00 check in care of The Feed Bag, 86 
Michigan street, Milwaukee, TODAY. 


RETAILERS The problems of the retailer and the man- 
ONLY ufacturer and jobber are so essentially 

different that it is almost impossible for 
them to join in an association to their mutual benefit. 
Realizing this fact, and acting wisely in the belief of The 
Feed Bag, the Committce of Thirty has decided to strict- 
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ly limit the attendance at the Milwaukee meeting, June 
22, to bonafide retail dealers. 


Members of the Committee of Thirty believe that whole- 
salers and dealers can be more congenial if they do not 
meet together regularly and dealers who have ever tried 


to live with their in-laws can easily appreciate their wis- 
dom. 


In past associations, we have been told, it was the prac- 
tice to devote altogether too much time at each meeting 
to a dealers and jobbers debate on each others alleged 
unethical practices. The Feed Bag does not believe that 
any good could ever come of such debate and believes 
the new association could do well to ban such discussion 
at its conventions. 


If certain dealers have real grievances which endanger 
the entire dealer sales structure these should be presented 
to the officers of the association or to a special committee 
for them or it to investigate and arbitrate. Two or three 
men, with the facts before them, can do more to solving 
such problems than all the conventions in the world. 

We dealers have too. much constructive work before us 
to spend any of our time knocking. At the first meeting, 
especially, if we can get our association organized we will 
have done a great and sufficient work. 


FEATURES We point with pardonable pride to a few 
THIS ISSUE of the interesting features in this issue of 
The Feed Bag. Congress finally decided 
to agree on the new federal tax law and so we are pre- 
senting a summary and explanation of the changes written 
by Adolph Hafner, president of Adolph Hafner & Co., 
Milwaukee, consulting general accountants. This article 
comes just in time for us to use the information in com- 
piling our returns which must be in the mail by March 15. 
The Feed Bag devotes considerable space to the con- 
vention activities of the Wisconsin Retail Lumbermens’ 
Association. There were many feed dealers at the meet- 
ing this year, a feed dealer was elected president and 
Harry J. Colman, contributing editor of The Feed Bag, 
was one of the principle speakers. The convention was 
a great success and its value to all retailers so apparent 
that we know you will enjoy reading all we have to say 
about it. 

Joe Straub of Lomira, Wis., called our attention to the 
interesting article on government interference in the grain 
market which we reprint in this issue of The Feed Bag. It 
was written by Arthur W. Cutten, a recognized authority 
on market conditions, and was first published in Thomas 
Temple Hoyne’s excellent From Farm To Market Page 
which is a daily feature in The Chicago Herald & Ex- 
aminer. 

We almost forgot to mention another feature—the four 
additional pages in this issue of The Feed Bag. These 
additional pages were made possible by The Feed Bag 
advertisers. You may always feel safe in dealing with 
any advertiser in The Feed Bag for we do not knowingly 
accept advertisements from any but reputable firms. Men- 
tion The Feed Bag when you write to advertisers or buy 
from salesmen. It is your way of helping your paper. 
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H. R. M. Ruenitz Sends Royal 
Kraut To Fressers 


HE Ancient & Honorable Or- 

der of Sauerkraut Fressers, 

under His Royal Majesty F. 

A. Ruenitz, King of the Sauerkraut 

Kingdom, High Fresser and president 

of the Springfield (Minn.) Milling 

Co. is functioning in its proper man- 
ner. 

During the past month High Fres- 
ser Ruenitz mailed autographed cans 
of the royal kraut to all members of 
the order. The cans were attractively 
labeled and carried the inscription: 
“This is your sauerkraut right out of 
the King’s own barrel. May you live 
long and prosper!” in addition to the 
familiar royal scrawl. 

The Feed Bag artist is now at work 
on a design for the certificates of 
membership and as soon as he has 


finished the certificates will be printed 
and mailed to all eligible fressers. 

All flour and feed dealers are 
eligible for membership in the An- 
cient & Honorable Order of Sauer- 
kraut Fressers providing they do or 
have done something unusual which 
in the opinion of the High Fresser is 
sufficiently meritorious to permit him 
to qualify. Applications from a limited 
number of millers and jobbers may 
also be received. 


If you have done something which 
in your opinion makes you worthy of 
this great honor send in your appli- 
cation stating your desire and quali- 
fications. The Feed Bag and High 
Fresser Ruenitz will be glad to re- 
ceive such communications. 


HAS GOLD ANNIVERSARY 


Peter Jacobs, 72-year-old Kenosha, 
Wis., feed dealer, celebrated the com- 
pletion of half a century of continu- 
ous business as head of Peter Ja- 
cobs & Co., retail flour and feed deal- 
ers, in February. ‘Mr. Jacobs opened 
a grocery store in Kenosha in Feb- 
ruary, 1876, and after four years at 
that, ventured into the match making 
industry. In 1885 he started his first 
mill, grinding flour and feed, in the 
old Knapp malt house which still 
stands on a portion of the lot at 401 
Orange street. Peter Jacobs and Co. 
now operate three retail flour and 
feed stores in Kenosha. 


T. H. MAIR of Morrisonville, Wis., 
was one of the feed dealers who at- 
tended the lumbermen’s convention. 
Mr. Mair has two yards, one at Cam- 
bria and one at Morrisonville. He 
has recently sold one-third interest in 
his Cambria yard to his manager 
there. 


HERMAN L. SINAIKO, manager 
and owner of the Minnesota Feed 
Company, Minneapolis, has announced 
that the company will shortly take 
possession of the feed mill and ware- 
house at Minneapolis formerly owned 
by the Des Moines Flour and Feed 
Company. “We intend to manufacture 
and job a full line of dairy and poultry 
feeds as well as mill feeds and oil- 
meal,” Mr. Sinaiko writes. “Our 
warehouse has a storage capacity of 
about 2000 tons of feed which will 
enable us to handle mixed cars of feed 
nicely.” 
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Dahlke, Giese & Walker 
Attend Convention 


The three horsemen at the Wiscon- 
sin Retail Lumbermens’ Association 


-convention were the three feed deal- 


ers pictured herewith, all of the firm 
of Dahlke, Giese & Walker. C. T. 
Dahlke (left) operates the firm’s sta- 
tion at Neshkora, Wis.; A. J. Walker 
(center) is located at Wautoma, Wis., 
and F. L. Giese at Princeton, Wis. 
Mr. Giese formerly had considerable 
fame as a duck hunter, but recently 
has acquired a pair of “the most won- 
derful dogs in Wisconsin”, and is 
making rabbits scarce in his locality. 

A neglected customer may soon be- 
come a former customer. 


MANAGERS HOLD MEETING 

The Tibbets Cameron Lumber Co. 
held their annual meeting of branch 
managers in Milwaukee in February. 
Mr. Ziegler, manager of the Spring 
Grove, Ill., yard, was among those 
present, and after listening to him 
one can well understand why his par- 
ticular branch is successful. Some- 
time we hope to have an article on 
how to run the feed business by Mr. 
Ziegler. 
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Minneapolis Feeds 


Prepared by the Minneapolis branch office. 
ay, Feed and Seed Division, Bureau 
Agricultural Economics 


Minneapolis, Minn., (February 24) 
—Wheat millfeeds and in fact every- 
thing in the feed line appears to be in 
a weak position. Although offerings 
of wheat mill feeds have not been 
what might be called excessive, still 
the offerings from day to day have 
been sufficient to keep the market in 
an easy state. 


Flour output from northwestern 
mills continues fairly satisfactory for 
this time of the year and mill offer- 
ings of bran and middlings are now 
generally available for March ship- 
ment at prompt prices. While it is 
generally conceded that stocks of 
millfeeds both in store at producing 
markets and in the hands of dealers 
in distributing markets are low, still 
an abundant supply of other feeding 
commodities tends to keep the situa- 
tion easy. While a long drawn out 
winter feeding period could tempor- 
arily firm up the wheat mill feed situ- 
ation, still speculative operators as a 
rule lack confidence in the general 
condition of affairs and most traders 
do not look for any marked advance 
on anything in the feed line. 

The heavy supply of corn feeds and 
the demoralized condition of the cot- 
tonseed meal market have been im- 
portant factors in making for an easy 
market tone on other feeds. Low 
corn prices have stimulated produc- 
tion of corn products with the result 
that the present supplies of gluten 
and hominy feeds are excessive. Cot- 
tonseed meal and cake situation stays 
very dull and weak in spite of a rela- 
tively low price for this commodity. 
Also the fact that the production of 
various feed grains during the past 
year was about 17% per cent greater 
than the year before is being felt in 
the demand for all commercial feeds. 

Linseed meal at Minneapolis re- 
mains fairly firm, due entirely to the 
fact that the mills have been behind 
on deliveries. It is generally thought 
that about the first of the month that 
contracts will be pretty well taken 
care of and a price on linseed meal 
more in line with other feed com- 
modities may be expected. 

Today, February 24; the following 
quotations prevail at Minneapolis: 
Standard bran, $23.00; pure bran, 
$24.00; standard middlings, $23.00; 
flour middlings, $25.00@$26.00; red 
dog, $31.00@$34.00, linseed meal, 
$47.00. 
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Dealers And Miller Discuss Flour; 
Talk Quality And Service 


Service From Mill Chief Reason Dealers Push Certain Brands 
Answers To Questionaires Compiled; Trade Is Held Profitable 


T is apparent from records avail- 
| able that during the past eight to 

nine months the housewives of 
the Northwest have purchased more 
flour than during the like period of 
the past two or three years. This 
may be due to more uniform and con- 
sistent flour prices but probably to a 
large extent because of the relatively 
higher cost of potatoes. 

The dealer who has been in a posi- 
tion to take advantage of the increas- 
ed demand with a good stock of high 
quality, well known flour, has profited 
most. Much depends on his own in- 
itiative however. There are a number 
of dealers who have built a good busi- 
ness on a mediocre flour because of 
their persistent efforts rather than be- 
cause of a good flour. 

Good Flour Always Sells 

A good flour, fairly priced, can be 
sold in any market under ordinary 
competitive circumstances and_ the 
dealer who gets behind this kind of 
flour not only reduces the resistance 
he encounters in trying to move some- 
thing not the best, but he builds a 
reputation for his whole line of goods 
which places him, in a larger meas- 
ure, above competition. In other 
words, his trade can be counted on to 
come to him for his goods because he 
has sold on merit. He can then in- 
telligently plan his stock, his pur- 
chases and knowing to some degree 
in advance what he is likely to move, 
he can purchase to better advantage 
and with less market ~«‘sk. 

There are a number of recognized 
quality flours sold in the Northwest. 
The mill is almost without exception 
always willing to co-operate with that 
dealer who will consistently keep. its 
flour in stock. It is not necessary to 
have more than two or three brands 
at the most. More than that number 
causes competition in his own busi- 
ness, reduces the amount of the indi- 
vidual bookings with each mill, in- 
¢reases the dealer’s capital unduly, 
and tends to reduce the buying ad- 
vantage he would have were he deal- 
ing with fewer mills. 


Get Acquainted With Mill 
Get on more intimate terms with 
the mill from whom you buy—stay 
with one or two mills year in and 
year out—let the mill feel that your 


trade is its trade, and between you 
you will build a business in which 
good-will can be considered a real as- 
set. The real live energetic dealer can 


FACTS 


The accuracy of the surveys 
made by The Feed Bag is be- 
coming nationally recognized and 
recently the Grain Dealers Na- 
tional Mutual Fire Insurance Co. 
wrote as follows: 

“It may interest you to know 
that the results of our question- 
aire are almost identical with 
what you gleaned from our own. 
We do not know just to whom 
yours was sent but presume it 
was to regular feed dealers who 
are doing custom grinding as a 
side line. Our questionaire went 
to elevator operators who are do- 
ing feed grinding as a side line. 
It is interesting to know that 
from either standpoint, the results 
are the same—that is the work is 
not being done on a profitable 
basis.” 


ordinarily control the sale of the flour 
he sells in his market. 

At this time when there is no ques- 
tion of the increase in consumption 
of flour, dealers should drive harder 
than ever for business and build more 
permanent good-will that will tend to 
tide them through trying days which 
come in every business at some time 
or other. The results will surely sur- 
prise you if you will give more 
thought and attention to your flour 
business. For example—study the 
natural trade areas that you cover, 
figure the population in that territory, 


‘and you will quickly know whether 


you are getting your share of the 
business, 
Don’t Wait for Customers 

Now then, don’t wait until flour cus- 
tomers come to your town but let 
them know that you are in business 
by newspaper advertising and by cir- 
culars on which you have your prices 
clearly stated, sent through the mail. 
Your newspaper, even though a week- 
ly, can be of real benefit if you will 


(Continued on Page Twenty-one) 
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sition for feed dealers, the deal- 

ers themselves agree in replying 
to a questionaire which The Feed Bag 
recently mailed to a representative 
group of Central Northwest dealers. 
The questionaire was mailed to ap- 
proximately 15 per cent of all the 
dealers in the territory and 43 per 
cent of the questionaires mailed were 
answered in full and returned. 

The questionaire included fifteen 
questions, the first of which was 
“How many brands of flour do you 
handle?” Ten of the returned ques- 
tionaires were from dealers who han- 
dle no flour. The remainder replied 
that they handled from one to seven 
brands, the average number was a 
fraction less than three. 

Popularity of Brands 

The second question asked the deal- 
er to list the names of all the brands 
he handled and in answering this 
question 33 per cent of the dealers re- 
plying included the name of a popular 
northwestern flour. The second brand 
name found most frequently was writ- 


G sion flour is a paying propo- 


_ten by 23 per cent, the third by 14 per 


cent, the fourth by 11 per cent, three 


_ tied for fifth with 10 per cent and two 


tied for sixth with 8 per cent. Other 
brand names were found infrequently 
and in many cases were of flour man- 
ufactured by the dealer himself and 
having only local distribution. Only 
one southwestern brand was repre- 
sented among those “placing in the 
money.” 

Eighty per cent of the dealers han- 
dling the leading brand included it as 
cne of the brands they “pushed” in 
answering the third question, “What 
brands do you push?” The second 
brand was pushed by 85 per cent of 
those who handled it, the third by 75 
per cent; and the fourth by 28 per 
cent. Brands manufactured by the 
dealer were often pushed 100 per cent 
by those handling the flour but in 
these cases, as well as in the cases of 
better known brands handled by one 
or a small minority of the dealers re- 
porting, the percentages have no 
meaning. 

How Dealers Push Sales 

“By personally recommending same 
to my customers,” one dealer replied 
to the question, “How do you push 
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these brands?”, and his method was 
followed by 27 per cent of the dealers 
who answered the question. News- 
paper advertising was the next most 
popular method and others mentioned 
included occasionally offering the 
flour at a special price, solicitation in 
person, by mail and by telephone, urg- 
ing a trial at dealer’s own risk, always 
supplying a certain brand when the 
order didn’t specify any, displays at 
fairs, churches, cooking clubs, sup- 
pers, etc., taking grain in trade and 
distributing advertising novelties. 
Two principle reasons given in an- 
swer to the question, “Why do you 
push these brands in preference to the 
others you handle?”, indicate that the 
dealers are proud to push what they 


HEIL Dumps for 


believe to be quality products and also 
that they appreciate service and co- 
operation from their wholesale con- 
nections. Many answered the ques- 
tion with the words: “Good service 
from the mill” or “Protected terri- 
tory.” Several dealers added that 
when they pushed this or that flour 
they were sure they, and not someone 
else, would reap the benefit. “Milled 
by self or in city,” “preferred by cus- 
tomers” and “most profit” were other 
common answers. 
Carry 35-Day Stock 

The average feed dealer who re- 
turned a questionaire had 236 barrels 
of flour on hand at the time he made 
the return and estimated that the 
stock would answer his needs for five 


and Feed Delivery 


You will find that Heil Dumps cut down coal and feed 
delivery costs. Heil Bodies are designed to suit your line 
of work. Heil Hoists lift the heaviest loads and dump 
them in 15 seconds. Made for all makes of motor 
trucks. Why not mount Heil Dumps on the trucks 


you now have in service? 


Catalog 140 will give you illustrated information on the 
complete Heil line. Write for prices and specifications. 
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. tHe HEIL co. 


1345 Montana Ave. 
Milwaukee, Wis. 


Coal 


FORD DUMPS 


A popular unit for | to 2 ton loads. 
y has cu. ft. capacity. Fitted 
agging hooks. uipped wi ei 
Hand ‘Hoist. Ack for Bulletin 150. 


weeks. The smallest stock reported 
was 18 barrels and the largest 1,000 
barrels. One dealer said his supply 
would meet his requirement for only 
five days while two reported that they 
carried a stock sufficient for five 
months. The smallest year’s supply 
reported was 200 barrels, the largest 
32,000 barrels and the average 2,825 
barrels. More than half of these deal- 
ers buy their flour in mixed cars, a 
few less than half order an occasional 
straight car of flour, 9 per cent re- 
ported that they bought their flour in 
straight cars. 

Approximately two-thirds of the 
dealers replying to the question, “Do 
you want sales help, co-operation, etc., 
from the mills?”, answered in the 
affirmative. A few were in doubt and 
the others evidently do not desire 
“help.” The replies in this last group 
indicate that “help” in the past hasn’t 
always been helpful and these dealers 
now believe the safest and most satis- 
factory way is to handle ones own 
promotion. Seventy per cent of the 
dealers get mill sales help of one kind 
or another and in many cases those 
who do not get it admitted they didn’t 
want it. Only 25 per cent get all the 
help they want. 

Resale Work Approved 

Resale work is the most popular 
type of mill sales help answers to the 
question “What kind of assistance do 
you think most helpful and what do 


- you prefer?” indicate. Other answers 


in the order of their preference were: 
newspaper advertising assistance both 
financial and with copy and cuts, di- 
rect mail advertising, quality flour, ad- 
vertising novelties, demonstrations, 
co-operation, lower prices and movie 
slide advertising. 


ILLINOIS’ PROBLEM 
Feed dealers of Northern Illinois 
are having their problems right now. 
The T. B. testing proposition is run- 
ning havoc among the farmers, and 
the feed business is feeling the de- 
pression. 


The 


Hadden Grain Co. 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 
GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 | 
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FEED QUOTATIONS 


Standard spring wheat bran............. $26.00 
Standard Durum wheat bran ............ $24.75 
Pure Durum wheat brats. ... $26.00 
Standard Spring wheat middlings........ $25. 

Pure Spring wheat middlings ............ $25.50 
Standard Durum wheat middlings ....... $24.50 
Standard Durum flour middlings ........ $27.50 
Standard spring wheat flour middlings...$28.00 
Standard rye’ Middhngs $21.00 
Standard hominy feed. $23.50 
Standard Cormied $34.60 
Gluten feed (f. o. b. Chicago)............ $46.50 
34% pure old process linseed meal........ $48.00 
43% pure cottonseed meal ................. $41.50 


(Prices quoted above are on a per ton basis 
for shipment in 100 Ib. sacks, carlots. The 
prices are in conformity with the market close 
on Monday, March 1, and are quoted ac- 
cording to the Milwaukee-Chicago rate basis.) 


MILL FEEDS Mill feed market has 

been easing off. 
While production seems to be fairly 
light, demand has been rather slow 
with the low price of high moisture 
Corn is affecting the price of mill 
feeds. Middlings are lower right now 
than they have been any time in the 
low point of last year. Middlings 
selling about a dollar per ton below 
bran. 


FLOUR Flour business has picked- 

up materially the past few 
weeks and mills reported increased 
sales on recent declines. The high 
cost of potatoes has materially in- 
creased sales of flour to the house- 
wives. Jobbers say considerable round 
lot business could be booked if prices 
could be stabilized. 


WHEAT Cash wheat prices for the 

month of February show 
a decline of 10@12c per bushel. The 
first week of February, prices were 
steady, but on the 8th, the May fu- 
tures market turned weak and prices 
broke 5c per bushel. The remainder 
of the month, prices worked lower 
gradually, with No. 2 hard winter 
prices ranging from $1.70@$1.83 per 
bushel in the Chicago and Milwaukee 
markets. 


CORN Cash corn values during the 

-month of February, while 
fairly steady, show a loss for the 
month of about 5c per bushel on the 
three yellow and better grades, and a 
decline of about 10c on the wet corn. 
The No. 3 yellow corn on February 
Ist, worth about 80c in the Chicago 


and Milwaukee markets as compared 
with a valuation of 75c per bushel on 
the same grade on the last of the 
month. A great deal of wet corn 
coming to the markets and a very 
small per cent of dry corn. Indica- 
tions point towards a scarcity of good 
seed corn this year on account of so 
much poor corn. 


COTTONSEED MEAL Cottonseed 
Meal mar- 
ket remains very dormant. There has 
been quite a little demand, although 
prices in general have been lower than 
they have been for a few years. Un- 
til mixers and the trade in general 
take hold of cottonseed meal there is 
not much chance for any advance. 


LINSEED MEAL Linseed meal 

market is gradu- 
ally easing off. Mills seem to be 
pretty well caught up with orders and 
while demand is fair, stocks through- 
out the country seem exceptionally 
light, dealers having anticipated a 
declining market. 


HAY Hay is not in very good de- 


mand and off-grade hay very 
hard to sell. Good timothy hay has 
been bringing around $18.00 and 
mixed hay from $17.00 to $17.50. Al- 
falfa hay is exceptionally hard to 
move and straw is not in demand. 


OATS Cash oats prices held at 

prices ranging from 40c@ 
43c per bushel, with only a moderate 
movement of oats from the farms 
during February. Reports from Iowa, 
Minnesota and South Dakota are, 
that a great many oats are being fed 
right on the farms, and Wisconsin 
reports a larger amount of oats being 
fed and ground this year than ordin- 
arily. Wisconsin oats, on account of 
their excellent feeding qualities, are 
in good demand. 


RYE Cash rye took quite a tumble 

in February, showing a total 
loss of about 20c per bushel for the 
month. The first few days in Febru- 
ary, the No. 2 rye sold in Milwaukee 
and Chicago at $1.04@$1.05 per bush- 
el, but market turned weak and the 
same grade only worth 85c@86c per 
bushel at the end of the month. Lack 
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of export demand and a poor domes- 
tic milling demand largely caused the 
sharp break in rye prices. 


BARLEY Cash barley market a lit- 

tle lower in February, but 
only suffered a loss of 2c or 3c per 
bushel. The good malting barley sold 
at prices ranging 73c@/76c early in the 
month, with the same quality and 
grade selling 71c@73c in late Febru- 
ary. Some export business reported 
by the malsters, but shippers of feed- 
ing barley ‘report demand very slow. 


COAL Coal prices have - eased-up 

considerably since the settle- 
ment of the anthracite strike. Little 
new hard coal has been received in 
the Central Northwest since the mines 
resumed operations but shipments 
may be expected shortly. First ship- 
ments were to places of greatest need. 


SEEDS Seed corn is now selling at 

a high premium with pros- 
pects that it will go still higher be- 
fore planting time. The corn now 
reaching the terminal markets is of 
too high moisture content for use as 
seed and some predictions are that 
there will be a real shortage of seed 
corn this season. Clover seed prices 
are firm and unchanged. 


DEALER RINER of’ the North- 
western Milling Co., Mayville, Wis., 
in conjunction with Judge Laabs of 
Waupaca, Wis., is manufacturing an 
egg mash, containing yeast, that 
seems to be taking pretty well. 


JOHN SCHULTZ of Schultz & 
Orwin, feed dealers at Cottage Grove, 
Wis., was a visitor in Milwaukee re- 
cently. Mr. Schultz complains that 
The Feed Bag is received at his of- 
fice under his partner's name rather 
than under the firm name, and that 
Mr. Orwin always takes advantage of 
this fact and reads each issue first. 


JIM HESSBURG of the Hiawatha 
Grain Co., Minneapolis, Minn., visited 
the Milwaukee market on the day The 
Feed Bag was going to press, and 
caught the editor without a shave. 
He’s right if he thinks publishing a 
feed paper is not very profitable. 
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FEED DEALERS MEET 


Valuable Mixed Car 
Will Be Given Away 


MIXED car of flour and feed, 
A sufficient donations for which 

have practically been secured 
by The Feed Bag, will be offered ab- 
solutely free of charge as a gift to 
some one member of the prospective 
retail feed dealers’ association, which 
will be formed at the Milwaukee meet- 
ing, June 22. 

The mixed car is being offered in 
order to give additional impetus to the 
new organization so that it may start 
under the best possible conditions and 
with a good initial membership. Job- 
bers and manufacturers contributing 
to the car are giving their donations 
without any strings attached and sole- 
ly in the interests of the dealers who 
will comprise the membership of the 
new association. 

Gives Extra Impetus 

Several members of the Committee 
of Thirty expressed the opinion that 
it would be unnecessary to offer any 
gift to help inspire interest in the pro- 
posed organization, but the mills and 
jobbers are taking such an unselfish 
stand in offering their donations that 
it was finally decided to offer a car. 
“I believe we can get the organization 
started without the mixed car,’ Bent- 
ley Dadmun, dealer at Whitewater, 
Wis., said, “but it may help and I can 
see no objection to it. I, for one, how- 
ever, would be willing to attend and 
pay my dues without any such offer.” 

M. A. Joshel, dealer at Geneva, IIl., 
expressed much the same opinion as 
Mr. Dadmun. He wrote: “Will glad- 
ly attend and pay my dues without 
any chance on car feed.” 

Worth $500.00 to $800.00 

The mixed car, however, will be 
given away to some member of the 
new organization. It will be worth 
anywhere from $500.00 to $800.00 and 
will contain from 20 to 50 different 
items. The car. will probably be as- 
sembled at Minneapolis and full de- 
tails concerning the make-up of the 
car as well as a list of the donors of 
the various items will be included in 
the April issue of The Feed Bag. 

In the meantime, Mr. Dealer, the 
Committee of Thirty has agreed that 
The Feed Bag start collecting the first 
year’s dues for the association and 
hold the same in trust at the First 
Wisconsin National Bank, Milwaukee, 
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until the association is properly or- 
ganized at which time the money will 
be turned over to the officers. The 
dues have been tentatively set at $5.00 
per member per year and The Feed 
Bag is now ready to receive checks 
for that amount from each and every 
It must me remembered, 
however, that only bonafide retail 
feed, flour, seed, grain and allied pro- 
ducts dealers are eligible for member- 
ship. 
Dues Only $5.00 Per Year 

Don’t wait to see what the other 
fellow will do. If you are in favor of 
establishing an  honest-to-goodness 
strictly retail feed dealers’ association 
in the Central Northwest, write out 
your check for $5.00, make it payable 
to The Feed Bag, and mail it to The 
Feed Bag, 86 Michigan street, Mil- 
waukee, NOW. All payments will be 
acknowledged by mail immediately 
upon receipt and full accounting of 
all money on deposit will be made in 
each succeeding issue of The Feed 
Bag. 

When the meeting is held at Mil- 
waukee, Tuesday, June 22, names of 
all paid-up members of the associa- 
tion, whether they are in attendance 
at the meeting or not, will be mixed 
together in some container from 
which the name of the lucky dealer 
who is to receive the mixed car will 
be drawn. In other words some deal- 
er, it may be you, is going to get a 
$500 to $800 mixed car for only $5.00 
and at the same time pay his first 
year’s dues in the association. 

It’s up to you now, Mr. Dealer. 
Mail your $5.00 check to .The Feed 
Bag TODAY. 

BYRON KABOT of the Menominie 
(Wis.) Milling Company called on us 
the other day. Said he just came 
from Chicago where he had walked up 
and down Michigan avenue looking 
for Bentley Dadmun and Ed. La 
Budde. Strange to say—he could not 
find them. The police are still look- 
ing. 

CHARLES A. PURKEY is among 
those interested in the Purkey Seed 
Company, Heyworth, IIl., which was 
recently incorporated with a capital- 
ization of $6,000. 
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Bentley Dadmun 
The Dadmun Co., 
Whitewater, Wis. 

M. E. Shurtleff 
The Shurtleff Co., 
Sterling, Ill. 

L. J. Hartzheim 


‘Lange & Hartzheim, 
Beaver Dam, Wis. 


B. L. Jones 
Sage-Fifield Lumber Co., 
Delavan, Wis. 

D. W. McKercher 
McKercher Milling Co., 
Wisconsin Rapids, Wis. 

E. R. Klinner 


Stetsonville, Wis. 


G. W. Spear 


Wyocena Farmers Co-op. Co., 
Wyocene, Wis. 


W. E. Brobst 
Brobst & Son, 
Mondovi, Wis. 
Edward Devorak 
Denmark Equity Co-op. Elev. Co., 
Denmark, Wis. 
Frank B. Hoag 


F. B. Hoag Grain Co., 
Waukesha, Wis. 


Committee Of Thirt 


: a initial steps taken by The Feed Bag for the f 


to be restricted to bonafide retail feed, flour, gpait 


We urge all brother dealers to atjen 
we together may work out our ever increasing proljer 


M. A. Joshei 
M. A. Joshel & 
Geneva, Ill. 

W. T. Hahn 


Lodi Grain Co., 
Lodi, Wis. 


Frank §. Orton} 
T. H. Orton C 
Lancaster, Wis. 

Cc. R. 


Richardson Feed & ( 
Oconomowoc, Wis. 


Frank Melcher 


Melcher & Mig, | 
Juneau, Wis. 


Charles Pollow 


Cedarburg Supply 
Cedarburg, Wis. ! 


A. A. Huber | 


A. A. Huber & fon 
Darien, Wis. 


H. E. Jaeger 


Jaeger Milling @., 
Watertown, Wis, 


A. L. Peters | 
Grand Marsh, 

Guy O. Dering 
Columbus, Wis. 

Kirt B. Laem 


Laubenstein 
Hartiord, Wis. 


“Good Stuff! Keep 
Gets 


{4 OOD stuff! Keep moving,” 
B. L. Jones, manager of the 


Sage-Fifield Liimber Co., 
Delavan, Wis., wrote to the editor of 
The Feed Bag on being informed of 
plans to call an organization meeting 


.of feed dealers of the Central North- 


west at Milwaukec, June 22. 
Should Be Great Benefit 

“There is no reason why an organi- 
zation of feed dealers should not be a 
success and of great benefit to dealers 
in general,” contributed O. J. Amund- 
son, manager of the Emerald (Wis.) 
Co-operative Exchange. 

L. J. Hartzheim, manager of Lange 
& Hartzheim,- Beaver Dam, Wis., 
writes: “The writer would be strong 
for this providing we can get an or- 
ganization like the lumbermens’.” So 
would we all, and we will strive to 
form one, but in doing so we must re- 
member that the Wisconsin Retail 
Lumbermens’ Association is 36 years 
old. It takes time to develop really 
worth while projects. ‘ 
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formation of a good live organization—membership 
ain, seed and allied products dealers—has our hearty 
attend this first meeting at Milwaukee, June 22, so that 


Ougems. 


Grain Co., 


ppl Co., 


is. | 


& fon, 


uty Endorses Call 


F. Kern 

W. C. Young 
R. E. York 
O. W. Timm 
W. L. Huson 


T. R. Evenson 


Joe Free 


G. W. Healy 


Sparta Produce Exchange, 
Sparta, Wis. 


Overby & Farmers Grain Co., 
Taylor, Wis. 


I. W. York & Co. , 
Portage, Wis. 


‘ H. Timm Co., 
»*lymouth, Wis. 


Martin Calf Feed Co., 
Mineral Point, Wis. 


Monroe Roller Mills, 
onroe, Wis. 


H. Zeitler 


Banner Mill-Feed Co., 
Prairie du Sac, Wis. 


Columbus, Wis. 


Waterford Mills, 
Waterford, Wis. 
Geo, A. Schlegel 


Athens Co-op. Produce Co., 
Athens, Wis. 
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June Meeting 


earty Support 


Dollars is very small dues but we will 
see.’—Joe Free, Columbus, Wis. 

“No remarks about this. We need 
this organization very badly.”—-T. R. 
Evenson, Monroe Roller Mills, Mon- 
roe, Wis. 

“Sounds good to us.”—W. E. 
Brobst, Brobst & Son, Mondovi, Wis. 

“Let’s go. We are with you 100 
per cent. One day will not be enough 
to get this going, too many problems 
to solve.”—H. Zeitler and C. Colby, 
Banner Mill-Feed Co., Prairie du Sac, 
Wis. 

Free Car Unnecessary 


“A good idea.”—Frank B. Hoag, 


Frank B. Hoag Grain Co., Waukesha, 
Wis. 

“Get ’em signed up.”—A. L. Peters, 
Grand Marsh, Wis. 

“Will gladly attend and pay my 
dues without any chance on car of 
feed.”—M. A. Joshel, M. A. Joshel & 
Bros., Geneva, 

“Fine idea.”"—W. T. Hahn, Lodi 
Grain Co., Lodi, Wis. 


MILWAUKEE, 


Would Organize New 
Retail Association 


N response to an insistent demand 
I from hundreds of readers and en- 

dorsed by a Committee of Thirty 
prominent retailers, The Feed Bag 
herewith issues a call to all feed deal- 
ers in the Central Northwest to assem- 
ble at Milwaukee, Tuesday, June 22, 
for the purpose of organizing a new 
retail feed dealers’ association. 

This call, in one respect, marks the 
culmination of eight months of effort 
on the part of The Feed Bag and in 
another respect, just the start of a 
period of greater effort. The first 
number of The Feed Bag, August 
1924, contained an editorial in which 
it was announced that one of the mis- 
sions of the publication would be to 
mould dealer opinion to the extent 
that a new and helpful feed dealer 
organization might become possible. 

Dealer Association Wanted 

That opinion now prevails. The 
series of articles stressing the value of 
organization published in The Feed 
Bag were well received from the very 
first which indicated that many of the 
progressive dealers had already given 
the matter considerable thought. The 
second article on the subject had 
hardly been circulated when the first 
letters from dealers discussing ways 
and means of starting a strictly retail 
feed dealer organization reached The 
Feed Bag office. In the past five 
weeks, alone, more than one hundred 
dealers wrote letters to The Feed Bag 
on that one subject. 

The past few issues of The Feed 
Bag have also contained contributed 
articles on the subject of the need of 
a strictly feed dealer organization. 
Harry A. Plumb, secrefary of the Mil- 
waukee Chamber of Commerce, start- 
ed the ball rolling with his interesting 
article which he built around the car- 
toon of two jackasses, each pulling 
against each other in opposite direc- 
tions to reach two different piles of 
hay. Pulling against each other, nei- 
ther animal could reach his hay so 
they co-operated, both going first to 
one pile and then to the other, getting 
it all. 

Dealers Write Articles 
F. Kern of Sparta, one of the very 
progressive Wisconsin dealers, con- 
tributed the second article. Mr. Kern 
discussed practical ways in which a 
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strictly retail feed dealer organization 
could be of help to its members. He 
particularly emphasized the subject of 
credit and pointed out that the pros- 
pective organization could help every 
member a great deal by disseminating 
authentic credit information and in 
some cases doing collection work for 
a nominal fee. 

W. C. Young of Taylor, another 
Wisconsin dealer, also contributed an 
interesting article in which he pointed 
out further possible helpful work for 
the proposed organization. Mr. Young 
emphasized the necessity of a dealer 
knowing his costs and intimated that 
an association could do a great work 
in educating its members to use better 
business methods. 

Needed for Self Protection 

In February, The Feed Bag offered 
an article by O. A. Hohle, who spent 
many years traveling among feed 
dealers of the Central Northwest, giv- 
ing an interested outsider’s point of 
view. Mr. Hohle compared the pres- 
ent unorganized feed dealer body to a 
nail in a burr mill. The organized 
millers and jobbers on one side and 


the organizing farmers and grain dis-° 


tributors on the other side were likely 
to unite and eliminate the dealer, Mr. 
Hohle said, if he hasn’t an organiza- 
tion for his own protection. 

The idea of The Feed Bag calling 
the meeting originated with the deal- 
ers. Mr. Kern of Sparta raised the 
question: “Where do we meet, and 
when?” Aftér his article was pub- 
lished, therefore, we began to receive 
letters from dealers urging that The 
Feed Bag take the initial steps in call- 
ing the first meeting. “We all want 
an organization,’ wrote D. W. Mc- 
Kercher of Wisconsin Rapids, “but 
we all seem to want someone else to 
start it. The Feed Bag could do a 
wonderful work in this respect.” We 
then submitted our plan to a number 
of prominent dealers and as a result 
the call for the meeting is now issued 
by The Feed Bag and sponsored by 
the Committee of Thirty. 

A Few Objects Listed 

There is more to forming an asso- 
ciation than just calling a meeting. 
We have, of course, our ideas, ob- 
tained in most cases from talking with 
you dealers, of what the objects of the 
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new association might be. A few of 
these objects, as we understand them, 
are: 

The promotion of a better relation- 
ship among all dealers in the Central 
Northwest territory to be obtained 
through frank and friendly discussion 
of our mutual problems; 

The education of all dealers to use 
better business methods which may 
eventually mean the adoption of a 
standard cost system and which from 
the start should result in the gradual 


elimination of unfair price competi- 
tion; 


The maintenance of a credit infor- 
mation bureau which will undertake 
to keep a record of long overdue ac- 
counts on member dealers’ books for 
the purpose of protecting other mem- 
ber dealers from similarly extending 
credit to the parties concerned. This 
bureau might possibly also undertake 
to collect delinquent accounts for a 
nominal fee; 


DANIEL F. RICE 


225 POSTAL TELEGRAPH BLDG., 
Careful Personal Attention to Speculative Trades in Future Markets 


GRAINS, PROVISIONS, COTTON 


MEMBER CHICAGO BOARD OF TRADE PHONES: HAR. 0622—HAR. 0625 


CHICAGO 


104 to 114 Jefferson Street 


Phone Broadway 2986, 2987 
CORCORAN BROS. COMPANY 
WHOLESALE AND RETAIL 


HAY, GRAIN, SHAVINGS AND EXCELSIOR 
Office, Elevator and’ Warehouse 


MILWAUKEE 


Personal Attention—Ship to 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


GRAIN AND SEEDS 


MILWAUKEE, 


WISCONSIN 


Authorized Successor to, RUNKEL & DADMUN 


GRAIN EXCHANGE 


Western Terminal Elevator Company 
Can ship direct from our terminal at Sioux City or from our country elevators 


* Wire for delivered price on corn and oats * 


SIOUX CITY, IOWA 


Registered in All States 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


The maintenance of traffic and legal 
bureaus for purposes which are self- 
evident. An association traffic bureau 
should be very helpful in co-operating 
with manufacturers’ and board of 
trade bureaus to secure favorable 
rates for member dealers. 

The holding of an annual conven- 
tion at which officers may be elected, 
the work of the past year reviewed 
and the plans for the future discussed. 
It might also be well to hold several 
sectional meetings throughout the ter- 
ritory each year at which the prob- 
lems of each locality could be con- 
sidered. 

More Details Later 

When the association is once form- 
ed there will be plenty of work to be 
done. The objects we have hastily 
summarized are not all inclusive—we 
easily can think of others. The main 
idea now is to draw a big circle 
around the date, June 22, on your cal- 
endar and in your mind. Determine, 
right now, that you will be at Milwau- 
kee for the big meeting and then re- 
fuse to permit anything to interfere 
with that determination. 

Further details and plans will be an- 
nounced in the April number of The 
Feed Bag. In the meantime, talk up 
the meeting to every brother feed 
dealer you meet. We'll all see each 
other in Milwaukee, Tuesday, June 22. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


TWINE NEEDLES 


If it’s a BAG. We have It. 
Should You Have a Surplus, 
**We want it’’ 


Fredman Bag Co. 


Established 1889 


36 Years Honest Service 


MILWAUKEE, 
WISCONSIN 
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Expert Explains Tax Law Changes 


All Intricacies Simplified 


Personal Exemptions Increased; Capital Stock Tax Removed; 
Flat Tax’ On Corporation Earnings; Special Ruling On Returns 


By Adolf Hafner 


President, Adolph Hafner & Company 


Consulting Public Accountants, Milwaukee, Wis. 


HE new tax law which is 

I known as the Revenue Act of 

1926 re-enacts the 1924 law with 
numerous amendments. 

I will take up briefly, some of the 
changes which have been effected, 
with the hope that they will be useful 
and interesting to the readers of this 
magazine. 

Incomes Not Over $5,000 

Under the 1926 law, incomes under 
this classification are subject to an 
exemption deduction of $1,500 for sin- 
gle persons and $3,500 for married 
persons, or the head of the family, as 
compared to an exemption of $1,000 
for single persons and $2,500 for mar- 
ried persons or heads of families, un- 
der the 1924 law. The usual deduc- 
tion of $400 for each dependent has 
not been changed. 

The balance of the income, after de- 
duction of these exemptions, is sub- 
ject to a tax of 14%% instead of 
2%, as under the 1924 Revenue Act. 

In addition to this there is also al- 
lowed a credit of 25% of the tax com- 
puted under the above provisions. 
This allowance is on all incomes 
whether earned or unearned as the 
provisions of the act classifies all in- 
comes of $5,000 or less as earned. 

Incomes Over $5,000 

Under this classification there are 
several factors which govern the 
amount of tax payable. These are 
principally the amount of earned in- 
come, and the fact as to whether or 
not the income is subject to surtax. 

The earned income credit, under the 
1924 act was limited to $10,000 while 
under the 1926 act this limit is raised 
to $20,000. 

The term “earned income” means 
wages, salaries, professional fees, and 
other amounts received as compensa- 
tion for personal services actually ren- 
dered. 

Special Trade Allowance 

If a taxpayer is engaged in a trade 
or business in which both personal 
services and capital are income pro- 
ducing factors, the taxpayer is al- 
lowed to deduct a reasonable allow- 
ance as compensation for personal 


This Example Shows You How 
COMPUTATION OF CREDIT UNDER 1924 LAW 
Exemption: for head of ‘a. family...:... 2,500.00 
> Fax 
$ 7,500.00 
APPLICATION OF CREDIT 
Tax 
$ 810.00 
Less: Credit of 25% on earned income, as above......... 55.00 
Total Tax Payable, under the 1924 Law................... $ 975.00 
COMPUTATION OF TAX UNDER 1926 LAW 
Tax 
$16,500.00 $ 605.00 


services. This earning must, 
case, exceed 20% of the taxpayer’s 
share of the net profits derived from 
such trade or business, except that in 
no case, is the earned income to be 
less than $5,000. 

The earned net income has quite a 
bearing on the amount of normal in- 
come tax on 1925 incomes as com- 
pared to 1924 as the surtax on earned 
incomes between $10,000 and $20,000 
are included in the calculation-of the 
25% credit, while incomes under 
$10,000 are not subject to surtax. 

For illustration we submit the com- 
putation on an actual earned income 
of $20,000 in both 1924 and 1925, of a 
married man or head of a family with 
no dependents. 
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in no 


The earned income credit is, in all 
cases, subject to the deduction of any 
losses or expenses affecting the total 
taxable income, so that the deduction 
cannot in any event be over 25% of 
the actual tax payable, under the dif- 
ferent.brackets. In no case, however, 
is the earned income to be considered 
less than $5,000.00 while the net tax- 
able income may be seriously affected 
by other losses. 

Surtaxes have been reduced on net 
incomes beginning with $26,000 when 
7% is collected as compared with 
8% last year to over $500,000 when 
20% is collected as compared with 
40%. There is no change in the sur- 
tax on incomes under $26,000.00. 

The capital stock tax on capital of 
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corporations has been repealed so that 
it is no longer necessary to file capital 
stock tax returns. In lieu of this tax 
which was for the privilege of doing 
business as a corporation for any year 
ending June 30, corporation income 
taxes have been raised to 13% on 
earnings for the year ending Decem- 
ber 31, 1925, while on earnings for the 
year ending December 31, 1926, it has 
been raised to 131%4% on net taxable 
incomes. This tax on corporations 
is at a flat rate, therefore, there are 
no complicated calculations to con- 
fuse the taxpayer. 

The tax, if paid in quarterly install- 
ments in 1926, is computed on a basis 
of 3%% of the taxable income for 
the first two installments and 33% 


of the taxable income for the last two 
installments. 

The difference of % of 1% betwecn 
the rate for 1925 and 1926 is to avoid 
any apparent overlapping due to the 
fact that the capital stock tax has been 
payable on a*fiscal year basis, in ad- 
vance. 

No change has been made in specific 
exemption of corporations with a net 
income of $25,000 or less, viz. $2,000. 
Corporations having a net income of 
over $25,000 are allowed no exemp- 
tion. 

Time For Filing Returns 

Under a recent treasury decision the 
time for filing returns of individuals 
whose net income exceeds $5,000 and 
domestic corporations, has been ex- 


Barley, Wheat, Oats. 
Suitable for Seed. Mill Screen- 
ings, Oats, Mill Feed, Linseed 
Oil Meal, Ground Barley, Ground 
Oats, Corn and Oat Feed. 


We specialize in service to the feed trade 


STUHR-SEIDL CO. 


Chamber of Commerce 


Get Our Samples and Prices 


Rex Oats 


MINNEAPOLIS 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 
Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company | 


BILOXI, MISS. 


tended from March 15 to May 15, 
1926, provided a tentative return is 
filed on or before March 15, 1926, with 
a payment of one-fourth of the esti- 
mated tax. No extension of time is 
granted to individuals having a net 
income of $5,000 or less. 
Publicity Barred 

The provision of the income tax 
law of 1924 which provided that 
amounts of tax paid by individuals 
and corporations be open to inspec- 
tion by the general public, has been 
repealed. Returns are now open to 
inspection only upon order of the 
President of the United States and the 
order is also subject to rules and reg- 
ulations prescribed by the Secretary 
of the Treasury. 

x 

In submitting this brief review of 
the differences between the present 
law and that of 1924, I have en- 
deavored to submit only such parts 
as will be of interest to the general 
taxpayer. 

It apparently has been the desire 
of Congress to simplify income tax 
matters for the taxpayer in each law 
that has been enacted since that ap- 
plying to the year of 1917 and while 
the present law is not perfect, yet it is 
much more readily understandable 
than the laws applicable to several 
years past. 

It is a question whether the cut 
made in taxes for the year 1925 is 
attributable to economy of the present 
government or whether it has been 
possible to make the cut on account . 
of a surplus accruing from the sale 
of war material and other sourccs. 
If the latter is the case, as seems like- 
ly, the present administration will have 
to do some sharp pruning of expenses 
during 1927 in order to avoid a deficit 
at the close of that year. 

OPENS CASH STORE 

Bridgeman & Russell Co. has 
opened a cash produce house at 
Frederick, Wis., and will handle feed, 
flour, eggs, cream, etc. 


WHOLESALE JOBBERS 


O. P. 34% 
LINSEED OIL MEAL 


Exclusively . 
Bergman Mill Feed, 


Inc. 


Corn Exchange Building 
MINNEAPOLIS, MINN. 
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Feeding Value Of Malt Sprouts 
Explained For Retailers 


that there are few 
feeds, if any, that will equal the 
results obtained by the moderate feed- 
ing of malt sprouts. The protein in 
malt sprouts is considerably higher 
than in the average feed, but the 
greatest value derived from the feed- 
ing of malt sprouts is the benefit that 
is obtained from the diastatic power 
which they contain. 

By diastatic power, we mean a con- 
verting agent—an agent to change 
starch into sugar, or what is common- 
ly known as maltose. In other words, 
the feeding of malt sprouts materially 
assists the digestibility of any other 
feed with which they may be mixed. 
For example: Should a farmer decide 
to mix the malt sprouts with ground 
oats, corn, barley, etc., the diastatic 
power in the sprouts would imme- 
diately convert the starch of the other 
grains which are used, and make this 
starch 100% digestible, giving the an- 
imal the full benefit of the feed, 
which is impossible without the addi- 
tion of malt sprouts. 

On the other hand, should the far- 
mer decide to use malt sprouts un- 
mixed with other feed, the action of 
the sprouts on the digestive organs 
of the animal will materially assist in 
preparing these organs so that they 
will possess greater power to digest 
other feed the farmer may wish to 
feed at various times. 

Malt sprouts are 
able and cattle take to them very 
readily. They also possess tonic 


BURLAP BAGS 


WANTED 


Convert your accumulation 
of emptied feed bags into 
cash. Write us for prices. 


No Quantity too large 
or too small. 


NATIONAL BAG MNFG. COMPANY 
725-29 Washington Ave. South 
MINNEAPOLIS, MINN. 


BUYERS—vsep or—SELLERS 


ALL KINDS 


T is a well known fact among 
dairymen 


qualities, and where an animal has 
had digestive or assimilation trouble, 
malt sprouts will quickly remedy this 
fault. 

There are several ways of feeding 
sprouts. Sometimes it is preferable 
to feed them dry, although in most 


cases they are soaked in water over 
night, sufficient water being added to 
thoroughly soak the sprouts without 
permitting any surplus water to re- 


main in the vessel. The following 
morning they are fed to the cattle. 

A noticeable increase is seen in the 
milk production almost immediately 
after malt sprouts are fed and due to 
the digestible advantages the organs 
of the animal function more properly, 
resulting in better looking and strong- 
er cattle. 


WHEAT FEED 


Is the Entire Mill Run 
in Semolina Milling 


It consists of Low Grade Flour, Reddog, Bran. 


and Middlings. 


Guaranteed on Sax Pro. 16.0 Fat 5.0 Fibre 8.5 


Av. Wis. Inspections 


FS 


This feed is equally good for cows or hogs. 


Farmers call it ideal for brood sows because it 


surely makes milk. 


Dealers like it and especially in the spring sea- 
son because what farmers don’t need for cows 


they use for hogs. 


Camel Wheat Feed is not a manufactured feed 
but only pure wheat offal priced right. 


Can rush shipments twenty-four hours after 


receiving order. 


Write in for name of Camel dealer near you, if 
you want recommendations. 


Can also furnish mixed cars of O Imeal, Bran 
or Middlings along with Camel and give forty- 


eight hours service. 


EXCELSIOR MILLING COMPANY 


827 FLOUR EXCHANGE 


MINNEAPOLIS, MINN. 


Long Distance Phone GENEVA 2911 


MILWAUKEE 


HARDY NORTHERN GROWN CLOVERS OF HIGHEST QUALITY 
BUYERS AND SELLERS OF ALL FIELD SEEDS 


Com 


Company)... 
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APPLETON (WIS.) MERGER. 

A merger of the Appleton (Wis.) 
Cereal Mills and the Western Eleva- 
tor Company, also at Appleton, was 
effected recently when members of 
the Arm of each unit bought into the 
other unit. Edward Kuck of the 
cereal mills and John H. and Ray- 
mond M. Peters of the elevator com- 
pany will be in charge of the main 
office for both mills located at the 
Western Elevator Company, 507 
North Appleton street Joseph UII- 
man was placed in charge of the 
cereal mill. The Western Elevator 
Company had just completed installa- 
tion of a new Jay-Bee mill before the 
mergei. 


KURTIS R. FROEDTERT, pres- 
ident of the Froedtert Grain and 
Malting Co., Milwaukee, is owner of 
an international champion English 
bull, Tufnell Launtett, which has won 
first prize in its class at the dog shows 
at New York City, Newark, N. J., 
Greensburg, Pa. (best of all breeds); 
St. Joseph, Mo., Kansas City, Mo., 
and Milwaukee. Tufnell Launtett is 
probably the first Western dog to 
ever take first honors at the New 
York show. 

W. J. WRIGHT has acquired com- 
plete ownership of the Wright Roller 
Mills, Dongola, Ill., manufacturers of 
flour and feed. 


211 Ash Street 


Recommended by Poultry 
Authorities and Many 


Agricultural Colleges 


EARL GRIT is more than a Grit. 

a food that is vital to the health and 

vigor of chickens of a!l ages from haby 
chicks to laying hens. 
chicken requires Calcium Carbonate and 
Pearl Grit is over 95% calcium carbonate. 
Poultry raisers in all parts of the countr 
now recognize Pearl Grit not only as sooth 
and material for bone and egg-shell, but as 
food for the health of their 

ocks. 


Madc in three sizes—for baby chicks—for 
—— and for laying hens. 

earl Grit is a business builder for grain 
and seed dealers. 


Write for prices and information. 


THE OHIO MARBLE CoO. 


“The Double Purpose Grit’’ 


It is 


The system of a 


Piqua, Ohio 


L. TEWELES 


SEE 


COMPANY 


MILWAUKEE, WISCONSIN 


DISTRIBUTORS OF THE CELEBRATED 


Badger Brand Seeds 
Seed Corn 


WRITE FOR SAMPLES AND WEEKLY QUOTATIONS 


FoR 60 YEARS 
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THE LEADING SEED HOUSE 
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NEW FEED GRINDER 

The Williams Elevator Company at 
Stratford, Iowa, is remodeling its 
plant and will install a new feed 
grinder. 

HERBERT R. STRAUSS is in- 
cluded among those interested in the 
Bertley Company, 112 West Adams 
street, Chicago, Illinois, which was 
recently incorporated with a capitali- 
zation of $25,000. 


WM. WEGE is the progressive 
manager of the Ashippun (Wis.) 
Lumber and Feed Co. which has re- 
cently moved into a large new office. 
This firm has made great progress in 
the last few years. 


FRED W. KELLOGG of the Kel- 
logge Seed Company, Milwaukee, 
wishes to remind all who are inter- 
ested that the American Seed Trade 
Association will meet June 29, 30, and 
July 1, and the Wholesale Grass Seed 
Dealer’s Association, June 27, 28. Both 
meetings will be held at the Hotel 
Sherman, Chicago. Mr. Kellogg is 
president of the latter organization. 


H. A. NONNWEILER, secretary 
of the Capital Flour Mills, Inc., St. 
Paul, Minn., was a visitor at Milwau- 
kee recently. The Capital Flour Mills 
specialize in semolina milling and al- 
so manufacture feed. 


EMIL L. WEISE, E. D. Morrow 
and George Frane are the incorpora- 
tors of the Newman (IIl.) Grain and 
Lumber Co. The company has a 
capitalization of $60,000. 


W. J. BUCKNER has purchased 
the Unity Exchange of the Prescott 
Elevator at East Ellsworth, Wis. 

GRIST MILL REOPENED 

The De Pere (Wis.) Grist Mill, 
owned by Broekman and Cremers, 
has been re-opened. 


MARTIN'S 
CALF FEED 


IS STILL THE BEST 
and HAS BEEN FOR 
25 YEARS. 


Write For Prices. 


MARTIN CALF FEED CO. 
MINERAL POINT, WISCONSIN 


PEARL TO\; 
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. flour business that will be most valu- 


Miller Explains His Ideas The Big Day For Dealers--Milwaukee, June 22 
On Selling Flour 


(Continued from Page Eleven) 
realize that your ad should have some- : 
thing worth reading in it. The mes- BUERGER COMMISSION CO. 
sage should tell the customers some- 510 MITCHELL BUILDING ' 
thing that is sure to interest them. MILWAUKEE, WISCONSIN 


“ ” 
Get out specials Son Gull days and ESTABLISHED FOR OVER THIRTY YEARS 
try to make a week a ftll one in 


your business. In talking to success- If in the market for FEED call 
ful dealers throughout the Northwest Broadway 2017 

the statement is frequently made that 

business is largely what you make it HERMAN DEUTSCH 


—that so long as there is good MANAGER FEED DEPARTMENT 
thoughtful advertising and concen- 


trated effort to sell intelligently, busi- 
ness is good. 

There are seasons in the year when 
flour sales are naturally heavier than 
others. In the State of Michigan, for 
example, dealers call either person- 


ally or by telephone on all of their IMMEDIATE SHIPMENT 


customers and prospective customers 


and make a close price comparatively MIXED CARS 


but based on the entire Fall and Win- 5 


Your consignments solicited, BARLEY especially. 


ter requirements. A_ surprisingly 

large amount of flour is sold in this Pure Bran Middlings 

manner. The dealer knows how much 2 ; ASK FOR 

he will have to buy and knows what Flour Midds Red Dog PRICES 

his profit is going to be for perhaps ° DELIVERED 

the bulk of his flour trade. . 34% O. P. Oil Meal YOUR 

Shou'd Build Good-Wiil Straight or Mixed Cars — 

While the housewives do not like to 


change flour frequently they can be 
induced to try out a flour that the 


dealer can guarantee is backed by the 
mill and so it will bear repeating that NORTHWESTERN FEED co. 


“Get Acquainted with Our Sudden Shipment Mixed Car Service’ 


if the dealer will get a few good John E. Geraghty, President Maurice J. Beaubaire, Secretary 
brands of flour, stay by them and let oe Fuixt 

the mill co-operate with him, he is 511 Metropolitan Bank Building 

certain to develop a good-will in his MINNEAPOLIS 


able to him. 


T. SPLINTER has taken over the 
Hazelgreen (Wis.) feed mill and will 
carry a full line of feeds, seed, flour, 
salt, grain, etc. 


You Can Pay More—BUT You can- 
not buy Better Feeds than SQUARE | 
DEAL FEEDS. 


Get our samples and prices on 
SQUARE DEAL FEEDS, and any- 
thing else you need in the feed and 
grain line, before buying your next 
mixed car. 


HIAWATHA 


Grain Company 


MINNEAPOLIS, MINN. 


SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 


THE DADMUN COMPANY 


Type of Feeding Screenings Manufacturers of High Grade Feeds for Poultry, Calves, 
Pigs and Cows 
Get Our Samples and Prices WHITEWATER, WISCONSIN 


Storage capacity—1,50C0 tons sacked feed, 35,000 bushels bulk grain 
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Mixed Car Given Away June 22--You May Win 


CAHILL GRAIN & PRODUCTS CO. 


Feed--Grain--Screenings 


CHAMBER OF COMMERCE 


MILWAUKEE 
BROADWAY 3682 


Eating 1s a Science 


What is eaten, as much as anything else, determines the 
health and happiness of the family. So it is with your 
flock of poultry. Darling's Meat Scraps will make your 
chicks happy, strong and thrifty growers, and insure heavy 
egg yields from the older birds. 


Because you are particular in choosing your own food, 
exercise the same care in selecting feed for your poultry. 
Prominent poultrymen and dealers everywhere recommend 


DARLING’S MEAT SCRAPS 


The Standard of Quality 


State Distributors 
LaBUDDE FEED DARLING & COMPANY 
& GRAIN CO. UNION STOCK YARDS 
MILWAUKEE CHICAGO 


If Your Linseed Meal 


Comes in 


100 LBS.NET 


- 
THIS BAG 
Then You KNOW It’s RIGHT | “#ie2™" 


MANUFACTURED BY —————— & 


| William O. Goodrich Co., mca Wis. 
| | 


Balance the 


Costs Little, 
Ration with 


Earns Much 
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H. McCLURE of Gurnee, IIL, 
was a visitor at Milwaukee last week. 
He says the Chicago sub-dividers are 
buying many of the farms in his lo- 
cality, and consequently his feed sales 
are dropping-off and his lumber and 
building supply business picking-up. 
Mr. McClure is one of the veteran 
Northern Illinois feed dealers. 


JOHN CRONAN of Rose Creek, 
Minn., stopped at Milwaukee recently 
on his way to Cuba. Mr. Cronan 
makes an annual pilgrimage to 
Havana each winter. 


W. H. GREEN has opened his new 
feed mill and elevator at North 
Bloerty, Iowa. 


STEIG BROTHERS have pur- 
chased the J. A. Dallenbach fiour ana 
feed store at Storm Lake, Iowa. 


DEALER JAMIESON of Poy- 
nette, Wis., when he isn’t curling, han- 
dles feed and lumber as well as many 
of the allied products. In a recent 
State Bonspiel at Portage, in which 
rinks from all over the Northwest 
were entered, Mr. Jamieson’s Poy- 
nette group carried off first honors in 
the main event as well as several oth- 
er awards, 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn,. oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No. 3 white 
oats. They will please your 
trade. 


Operating Elevator ‘“L’’ 
MINNEAPOLIS, MINN. 


CHARCOAL 
DRIED BUTTERMILK 
PEARL GRIT 


Bag Lots-- Ton Lots 


Dadmun-LaBudde 
Company 


NORTH MILWAUKEE 


| 

WA] 


E. J. KOPPLEKAM 


GRAIN FUTURES 


seat We can ship this in split cars of Kiln Dried 


Corn, Oats, Barley or Chicken Wheat. 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Pure Brewers Dried Grains, Malt Sprouts, 
are selling at attractive prices. 


Member Chamber of Commerce 


When in the market for Ground Flax Screenings 
ask for price and sample of our 
“Superior Ground Flax Screenings” 
15% PROTEIN, 8% FAT 


MIXED CAR 
FEED BUYERS 


Will be interested in receiving our 
regular quotations. We can ship 
millfeeds, oil meal, sacked or bulk 
grains, poultry, dairy, and ground 
feeds, all in the same car. 


DONAHUE-STRATTON COMPANY 
414 MITCHELL BUILDING 


Wire or write us at once for prices 


Brokers for Operating 
CLINTON CORN GLUTEN and C. & N. W. RAILWAY ELEVATORS 
R. E. JONES co. CORN OIL CAKE MEAL 


AT MILWAUKEE 
Wabasha, Minnesota 


Established 1880 


PAINE, WEBBER 
& COMPANY 2/18-26 


La Buddes, 
NEW YORK STOCK Boys:— 
CHICAGO STOCK Ship me at once a 20 ton car of 
‘| SPENCE. Do not wait for confirm- 
ation, but ship it. Wakeup and get it 
EXCHANGE out. I have tried every kind of Flax 
naw ana Screenings but never found any that 
CHICAGO BOaRp | satisfies my customers like SPENCE. 
94-100 MICHIGAN ST. | (signed) A Wisconsin Dealer. 
Telephone Broadway 5780 | 
F MILWAUKEE The Wisconsin D2aler who wrote this letter has used 
E. J. Furlong, Resident Partner 3 cars of SPENCE during the month of February. 
SPENCE FLAX SCREENINGS ARE TRUE FLAX 
usiness | SCREENINGS. 
expands with | ROYAL GRAIN SCREENINGS have practically 
i BUT SELL FOR ABOUT $4.00 PER TON 
They are profitable Hi LESS 
a — iil PRICE Governs Screenings—you get exactly what you 
pay for—never let any one tell you differently. 
PRINTERS 
LITHOGRAPHERS 
BINDERS LaBUDDE FEED & GRAIN CO 
a 
344-346 MILWAUKEE STREET Hi 
PHoNne 1076 MILWAUKEE | MILWAUKEE, WISCONSIN 
Broapway WISCONSIN 
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I. B. SWANSON CO. 


MILLFEED 


Corn Exchange Minneapolis 


GET MY PRICES-—-SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
‘‘Stand by Stan’’ 


F. L. LYONS 
907 Metropolitan Life Building 
BRAN AND MIDDLINGS 
Straight or Mixed Cars 
MINNEAPOLIS 


Minnesota Feed Company 


Feed, Grain, Screenings 
Write for Prices 
MINNEAPOLIS, MINN. 


BROEHM GETS RESULTS 

Walter A. Broehm, feed dealer at 
Coliins, Wis., writes as follows: “The 
write-up you gave me in The Feed 
Bag and the little spasm connected 
therewith regarding myself is certain- 
ly meeting with good results with 
some of our brother feed-men, as I 
have already received about a dozen 
letters from feed dealers asking me to 
send them my card.” 


E. H. SCHULTZ and Lloyd Love- 
now have purchased the A. T. Rub- 
bert saw and feed mill at Stephens- 
ville, Wis. 


FREDMAN BAG TO BUILD 

A new factory building to be 
erected at an _ estimated cost, of 
$150,000 is planned by the Fredman 
Bag Co. having site between the 
Milwaukee road tracks and St. Paul 
avente at the foot of 18th street, 
Milwaukee, Wis. 


E. L. PHELPS & CO. 
MINNEAPOLIS, MINN. 
GRAIN—FEEDS 
Manufacturers of 


“Franklin” Ground Flax Screenings 
**Dandy” Ground Grain Screenings 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


DELMAR CO. 


Shippers Sulphured and Natural . 


Oats and Barley, Durum Wheat 
and Buckwheat. 


MINNEAPOLIS, MINN. 


J. ERNEST McLAUGHLIN 
Certified Public Spas (Wis.) 


McLAUGHLIN and COMPANY 
Audits—Costs—Systems 
1322 First pa Soo Line 


nn. 
Grain and Milling Audits 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & ElevatorCo. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


North American Seed Co. 
Wholesale 


Field and Grass Seed 
Reed and Florida Sts. 


MILWAUKEE, WISCONSIN 
FEED 
SYSTEM 
ENGINEERS 30 YEARS EXPERIENCE 
S$. T. EDWARDS & CO. 
EQUIPMENT 
INSPECTION 110 S. DEARBORN ST. 
CHICAGO, ILL. 
ADVERTISING 


Broadway 2536 
KERN & MANSCHOT 


FLOUR BROKERS 
Hard Spring, Hard Winter 
Semolina and Genuine Wisconsin 
Rye Flour 
803 Mayer Building 


MILWAUKEE, WIS. 


M. G. RANKIN & CO. 


CORN, OATS, BRAN, 
MIDDS, OIL MEAL, 
GROUND SCREENINGS 


Chamber of Commerce 
Broadway 1054 Milwaukee 


Oats and Barley (suitable for seed) 
Natural and Purified Barley 
Mill Oats and White Oats 
Poultry and Milling Wheat 

Hulled Barley-Screenings-Corn 


MIDLAND GRAIN CO. 
MINNEAPOLIS 
Receivers — Shippers — Futures 


Railroad Claims Collected 
No Money—No Pay 
We Help Others—Why Not You 
Freight Survey Bureau 


1306 Kinnickinniec Ave. 
MILWAUKEE 


WE WANT BAGS 


If you have any good second hand © 
burlap bags, bran size, ship them 
to us at once. We pay 5c each. 


Froedtert Grain & Malting Co. 


MILWAUKEE, WIS. 


IOWA MILLING CO. 
CEDAR RAPIDS, IOWA 


Manufacturers of 


Livestock and Poultry Feeds 


ALFALFA HAY FOR SALE 


Write for Delivered Prices. 


ALBERT MILLER & CO. 


GRAIN FUTURES 1:90° Bushel 


Lots and Up. 


Private Long Distance Phone 
Office and Exchange Floor 
Broadway 1738 


B. J. ASTON, INC. 


No. 9 Chamber of MILWAUKEE 


192 N. Clark St,, Chicago, Ill, 


NEWTRIO 
DAIRY RATIONS 


Manufactured by 


NEWTON FEED COMPANY 
Milwaukee, Wisconsin 
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Genuine German 
Cooking and Baking 


by Lina Meier, size 54%x8, bound in 
full cloth, is published in English- 
} 1 in German pp 
$3.0 your bookseller; if he 
pen nal su it, call at the pub- 
lishers: Wetec Bros. Printing Co., 
| 328 Broadway, Milwaukee, Wis. 
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CEDAR FENCE POSTS 


QUALITY STOCK 
CentralLumber Supply Co 


BEAVER DAM WIS. 


Prairie Queen Flour 
Is Good Flour 


dealers who say, ‘‘If we can 
get a customer to buy one bag 


of Prairie Queen he'll come _ Offered at a price that will 
back to buy a barrel.” 


SCOTT LOGAN MILLING CO. 


SHELDON, IOWA 


sell them freely and make 
money for the dealer. 


CHEAPER THAN HAY 


BARLEY FEED C. E. DINGWALL CO. 


PHONE BROADWAY 4052 = 


Our barley feed is of ex- 373 Broadway 
ceptionalquality. Don’t 
class it with ordinary MILWAUKEE, WISCONSIN 


barley feed. Write for 
prices and sample and 


Send us your inquiries for 
SALVAGE WHEAT—SCREENINGS, 
BYRON L. KABOT OFF GRADE GRAIN 


Secretary and Manager 


MENOMONIE MILLING CO. 
MENOMONIE, WIS. 


STEEL-CUT CORN 


will make your business grow faster 


The amount of poultry raised this spring 
will be enormous. Vast quantities of 
feeds will be needed. Here then is your 
opportunity! 


You can make beautiful looking 
STEEL-CUT CORN 
—clean, bright, and free from hulls and dust and 
very precisely sized into three grades, if you use 
the ‘‘Eurexa’’ Corn CuTTER AND GRADER. 


No machine offers greater 
money earning possibilities. 


REPRESENTATIVES: 


Wm. Watson, 515 No. 111 W. Jackson Blvd., Chicago 

J. Q. Smythe, 3142 Bellefontaine, St., Indianapolis, Ind. 
Bert Eesley, Box 363, Fremont, O. 

Strong-Scott M’f’g Co., 413 So. Third St., Minneapolis,Minn. 


Have you had our No. 104 Catalog yet? 


S. HOWES CO., INC. 


BUILDERS OF “EUREKA”? FEED MIXERS 


SILVER CREEK, N. Y. 
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Che feed Bag 


“The Dealers’ Paper™ 


Vol. 2. No. 3. Mar., 1926 


DAVID KNOX STEENBERGH 
Managing Editor 


Published monthly at Milwaukee for the 
feed, flour, grain, coal and allied products dealer 
in Wisconsin, Northern Illinois, Upper Michigan 
and immediate adjoining sections of Miunesota, 
Iowa and Indiana. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 Michigan street, Milwaukee. 


Copyright, 1926, Editoral Service Co., Inc. 


100 Lbs. Net 


LINSEED MEAL 


PURE OLD PROCESS 


GUARANTEED ANALYSIS 


PROTEIN MINIMUM 34% 
FAT MINIMUM 6% 
FIBRE MAXIMUM 9% 


PITISBURGH PLATE GLASS CO. 


REO WING, MINN. 
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Deutsch & Sickert 
JOBBERS AND DISTRIBUTORS OF 
High Grade FEED of All Kinds 


CROWN 


... HIGH GRADE ... 
GROUND SCREENINGS 


14144% Protein, 8% Fat, 14% Fibre 


None Better 


Send Us 


YOUR GRAIN 
and 
HAY 


Buy . 
CORN, OATS or 
BARLEY 
HERE 


Consignments—‘‘To Arrive’’ Offers 
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CHICK FEED DEVELOPER F FED SCRATCH FEED 


BROVEIR 
PST28% 


LIE OTS 


TIAJH FREY 
| 4 
: ® 
4 ; 
| 
| 
| 
LADISH MILLING Co., Mil kee, Wi 
O., Milwaukee, Wis. ! 


‘*THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS” 


CLOVER LEAF STANDARD - BALL 


PURE WHEAT WHEAT 
WHEAT MIDDLINGS FLOUR 
BRAN MIDDLINGS 


KING MIDAS KING MIDAS KING MIDAS 
MILL COMPANY 4 
MINNEAPOLIS, MINN: MINNEAPOLIS,MINN. MINNEAPOLIS, MINN. 4 


KING MIDAS MILL Co. 


MINNEAPOLIS, MINN. 


